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Indianapolis to Test 
Many Innovations Now 
Common in Stock Cars 


Fours, Eights and Sixteens, Geined Eights and Geared 
Sixteens to Vie in Annual Memorial 
Day Sweepstakes 


Vol. 13. No. 1736 


Indianapolis, Ind., May 24.—Practically every type of 
gasoline engine except twelve-cylinder cars now adopted for 
general use are found in the long list of entries for the 500- 
mile automobile race at the Speedway here May 30. 


» 


Among the seventy-two contenders | 








CHEVROLET DEALERS 
NOW STOCKED WITH NEW 


SEDAN DELIVERY UNIT 


Detroit, May 24.—The new Chev- 
rolet sedan delivery wagon at $575, 
which was announced some time 
ago in Automotive Daily News, is 
now on exhibition at dealers’ sales- 
rooms, and deliveries to consum- 
ers are being made. 

This new unit is powered with the 
wix-eylinder engine, and carries the 
quick-shifting, syncromesh trans- 
mission. The Fisher body includes 
an adjustable driver's seat and 
equipment, following the lines of 
passenger car convenience and com- 
fort. 

Anothe’ e:phasized feature is the 
extra wics coor at the rear, which 
is equipped with a theftproof lock, 
as is the right-hand front door. The 
side panels carry coach lamps, show- 
ing a red light in the rear, Five wire 
wheels are fitted. The front end 
ensemble is chromium plated. 


SUPREME COURT 
HANDS DOWN TWO 
TRUCK DECISIONS 


Washington, May 24.—Provisions 
of statutes of Texas and Kansas, 
those of the Texas law fixing the 
size and load weight of motor trucks 
of all common, contract and __pri- 
vate carriers, and those of the Kan- 
sas law taxing and regulating the 
trucks of private carriers have been 
declared by the Supreme Court of 
the United States to be constitu- 
tional. 

The Texas statute, enacted in 1931, 
prohibits, with certain exceptions, 
the operation of motor trucks upon 
the highways of the state carrying 
loads exceeding 7,000 pounds. It 
also limits for all motor vehicles 
the width, including load, to 96 
inches, the height to 12% feet, the 
length to 35 feet, and the length 
of a combination of vehicles, coupled 
together, to 45 feet. 

The Kansas statute, also passed 
in 1931, provides for a ton-mileage 
tax on motor carriers, such car- 
riers being divided into three classes, 
namely, common carriers, contract 
carriers for hire, and private car- 
riers. The levy of the tax against 
private carriers was challenged in 
the case decided by the court. A 
private carrier is defined as any per- 
son or company engaged in the 
transportation by motor vehicle of 
property sold in furtherance of any 
commercial enterprise. 

All provisions of both statutes 
which were attacked in two cases 
as arbitrary or discriminatory were 
upheld by the court in unanimous 
opinions written by Chief Justice 
Hughes. 

In the Texas case. the motor car- 
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{for places at the starting line where 

the forty fastest will line up on 
Decoration Day are fours, sixes, 
V-eights, straight eights, geared 
eights, a V-sixteen, two geared six- 
teens and a two-cycle sixteen. Along 
with the front drives and rear drives, 
the four-wheel drive principle is 
represented by three cars—two V- 
eights and one geared eight. 

Stock cars are represented in far 
greater numbers than at any time 
since a change in the rules three 
years ago made it possible for them 
to compete. With the exception of 
possibly two or three of the ten 
four-cylinder entries which are 
equipped with stock blocks the stock 
car list is confined to the six and 
eight-cylinder field. Of the two 
sixes entered, one which is not con- 
sidered likely to qualify, is powered 
by an airplane engine, and the 
other is driven by a De Soto six 
engine with floating power mount- 
ings. The latter is set in a Duesen- 
berg racing chassis and is backed 
by Jones & Maley, De Soto distrib- 
utors here. Preliminary trials have 
shown the little engine capable of 
| creditable performance. It is un- 
derstood in Speedway circles that 
one of the Miller-buiit fours will 
have floating power mountings. 

In the eight-cylinder division 
there are known to be twenty-four 
stock or semi-stock engines beneath 
the hoods of the racing cars, Lead- 
ing these is Studebaker with a 
factory-sponsored team of five cars 
carrying the Studebaker insignia. A 


(Continued on Page 2) 


[NEW PARTS COMPANY 
IN LOCOMOBILE PLANT 


Bridgeport, Conn., May 24.—The 
Malco Manufacturing Company, re- 
cently formed by Howard B. Martin, 
former automobile factory engineer, 
has leased 2,000 feet of floor space 
in the former plant of the Locomo- 
bile Company of America here and 
plans to start production immedi- 
ately. 

Mr. Martin issued the following 
statement: “As soon as we get the 
machine set up we will commence 
at once to operate thirty Brown & 
Sharpe screw machines, turning out 
screw machine products for the 
automobile, radio and other lines of 
trade. We plan to increase the 
number to 300 machines as soon as 
possible, 

“While general business is slow 
now we believe it is the time to get 
started. Our location is ideal. With 
water and freight connections di- 
rect to the building we have a great 
advantage.” 

For two years Mr. Martin was 
chief engineer and superintendent 
for the Casco Products Corporation, 
Bridgeport, automobile accessories, 
and for seven years chief engineer 
and factory manager of the Brown 
MacLaren Manufacturing Com - 
pany, Detroit. He is president and 
general manager of the Malco 
Manufacturing Company. 
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New Commercial Vehicles Sales 
In 38 States and D.ofC. Top March 


OUTPUT OF CRUDE 
OIL IN CALIFORNIA 


REDUCED FOR WEEK 


Los Angeles, May 24.—California 
operators cut back the state’s total 
daily output 15,100 barrels during the 
week ended May 21, when the total 
was reduced to 503,400 barrels com- 


pared with the previous weck’s total 
of 518,500 barrels. 

This move blazed the trail to 
greater co-operative efforts which 
must be put into effect immediately 
to prevent a collapse of the state- 
wide proration program which would 
be followed by a drop in the price of 
crude, California Oil World states. 

Major operators who made the 
15,100 barrel cut-back possible, indi- 
cated this move was but a tempor- 
ary emergency measure in recogni- 
tion of the critical situation which 
had arisen as the result of deep zone 
development at Dominguez and 
Kettleman Hills. It will be contin- 
ued only so long as efforts now being 
made by leaders of the independent 
operators could perfect their pro- 
ration machinery, they said. 


N. J. C.-OF C. SEEKS 
U. S. REGULATION OF 
TRUCKS AND BUSES 


Trenton, May 24.—Acting on be- 
half of the New Jersey State Cham- 
ber of Commerce, Representative 
Percy H. Stewart of the Fifth New 
Jersey District has introduced a bill 
in the House of Representatives for 
the regulation by the Interstate 
Commerce Commission of all trucks 
and buses doing an interstate busi- 
mess as common carriers. 

In support of the move for regu- 
lation of motor vehicle carriers, Wil- 
lard I. Hamilton of Maplewood, the 
president of the state chamber, de- 
clared that Federal control of trucks 
and buses was not only necessary 
from the standpoint of public wel- 
fare but because such action would 
protec’ the railroads of the country 
and would safeguard the motor ve- 
hicle transportation industry itself 
from disorder and loss. 

“Acting on behalf of what it con- 
siders the public welfare,” said Mr. 
Hamilton, “the New Jersey State 


SS AS ee tee 


Earlier Reports From Only 26 States Showed Decline; 
Ford Sales for April Last Year Totaled 
17,752 Units Alone 


Detroit, May 24.—With the release today by R. L. Polk 
& Company of commercial vehicle sales for thirty-eight states 
and the District of Columbia for April, 1932, we find a slight 
gain over earlier reports on the basis of comparison with 
March of this year. The total commercial vehicles sales in 
the territory mentioned during April was 13,627 units, which 
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compares with 13,465 units in March, 


FORD CAROLINA 
PLANT OPERATIONS 
HELD TO DEMAND 


Charlotte, N. C., May 24.—Opera- 
tions at the Charlotte plant of the 
Ford Motor Company during the 
next several months will be “on 
orders” and no attempt will be made 
to produce the new models in a 
quantity greater than the current 
sales by dealers in the two Caro- 
linas, according to representatives 
of the plant. 

Reports said production is acquir- 
ing additional momentum slowly 
while the crew of workmen is being 
familiarized with the assembly oper- 
ations. Sales throughout this plant’s 
territory are at a low level compared 
with the former days of brisk buy- 
ing of motor cars, but the volume of 
sales gives encouragement of hold- 
ing steady, it was explained. 

Among close observers of trade 
trends at the Charlotte plant it is 
expected that a sharp increase in 
demand for cars will be developed 
by September 15 in this territory, 
and during the intervening months 
the demand is expected to follow 
seasonal trencs. 


STEEL OPERATIONS 
AT CHICAGO STEADY 


Chicago, May 24,—Steel mills in 
the Chicago district continued to 
operate at a rate between 20 and 25 
per cent, of capacity. Inland Steel 
is at approximately 25 per cent. of 
capacity, which is probably some- 
what better than the average in the 
Steel Corporation’s local mills. 

Inland is now in a position to 
handle a larger volume of automo- 
bile steel business than previously 


Chamber of Commerce has caused | as g result of completion of a new 
to be introduced in the House of| strip and sheet mill, but the com- 


Representatives a bill placing trucks 
and buses doing an interstate busi- 
ness under the control of the Inter- 
state Commerce Commission. 

“It is not only from the stand- 
point of public welfare that the 
state chamber believes there ought 
to be some regulation of motor ve- 
hicle carriers in interstate com- 
merce, but from the view that such 
action would benefit the railroads 
and the trucks and buses them- 
selves. 

“Passage of the measure is not 
designed to drive trucks and buses 
from the roads. If, however, trans- 
portation of goods and passengers 
over the public highways is not to 
fall into chaos, sume control is vi- 
tally necessary. Regulation which 
can disregard state lines is a press- 
ing need. The logical body for such 


(Continued on Page 7) 


pany reports that it is not getting 
much volume from that source yet. 
Acme Steel is getting about its usual 
share of business from the auto 
makers, 

Steel makers report that expected 
pressure from buyers asking for 
lower prices on finished products in 
view of the recent wage reduction 
has not been as heavy as antici- 
pated. Finished steel prices appear 
firm and may warrant an advance 
if the increase in semi-finished 
prices here goes through. On the 
other hand, buyers of semi-finished 
steel express the opinion that an ad- 
vance in price of finished steel 
should precede an increase in semi- 
finished lines in view of the fact 
that a loss is now being sustained 
on many finished products. How- 


ever, it will probably be at least two 
weeks before mills set. third quarter 
prices. 


® The gain is fractional but in the 
latest previous report, which cov- 
ered truck sales in twenty-six states 
and the district April sales were 
actually 598 units under the March 
registrations in the same territory. 

The total April sales in these 
| thirty-eight states and the district 
do not make so favorable a compari- 
son with those of the same month 
last year, being 13,627 against 28,803. 
This represents a decrease of more 
than 53 per cent. 

If the present ratio of April sales 
holds good for the rest of the states 
still to report the total for the 
month will be in the neighborhood 
of 17,000 commercial car units. In 
April 1931 the total truck sales 
amounted to 36,851 units. 

There is one interesting fact that 
must be brought out in connection 
with these figures. This is that in 
April, 1931, Ford sold commercial 
units to a total of 17,752, which is 
a greater number than the entire 
industry will sell this year. If we 
eliminate the Ford sales from the 
36,851 commercial units sold in 
April, 1931, the total for April of 
this year does not make a bad com- 
parative showing. 


REO TRUCK SALES 
FOR APRIL EXCEED 
APRIL LAST YEAR 


Detroit, May 24.—April sales of 
Reo commercial vehicles in thirty- 
six states, comprising 66.5 per cent. 
of the United States commercial 
vehicle market, were 5.5 per cent. 
ahead of April last year in the same 
states. 

This is the tenth consecutive 
month in which Reo truck sales 
have shown an increase over cor- 
responding month of previous year. 

So far this year Reo’s truck sales 
are 14.8 per cent. ahead of like perict 
of last year, based on available reg- 
istration figures. 


MINNESOTA HALTS 
FOREIGN TRUCKS 


St. Paul, May 24.—Motor trucks 
operating between regular termini 
in this and other states must now 
have Minnesota licenses, regardless 
of whether they already have 
licenses of any other states. 

Following a ruling by the attorney 
general’s office, Minnesota highway 
patrolmen have been stopping out- 
of-state trucks on the highways and 
holding them up until a Minnesota 
license is obtained. 

The action hits chiefly the organ- 
ized truck lines maintaining fairly 
regular interstate schedules. On the 
first day the order went into effect 
trucks were impounded from In- 
diana, Ohio, Iowa, Nebraska, Wis- 
consin and other states. 
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Stock Cars to Test Metal 
In Decoration Day Grind 


(Continued from Page 1) 


staff of the best-known and. most 
highly regarded drivers has been 
recruited for the South Bend sta- 
ble and the cars have been given 
long and strenuous workouts over 
the past few weeks. By the con- 
tinuous practice the team has put 
itself in the finest physical condi- 
tion and is ready for the starting 
gun, George Hunt of the Stude- 
baker engineering staff is in charge 
of the cars. Drivers include Tony 
Gulotta, Peter Kries, and Cliff Ber- 
gere, all nationally known. 

Besides the factory entries other 
drivers, apparently attracted to the 
President engine by its success in 
competition here last year and the 
year before, have entered five in- 
dividually owned racers with this 
type of engine. The factory cars 
have shown consistent speeds, rang- 
ing around 112 miles an hour aver- 
age for the two-and-one-half-mile 
brick track. | 

Hupmobile, with a lone entry 
driven by Russell Snowberger, who 
in 1930 remodeled one of the old 
Atlantic City record Presidents 
which he drove into eighth place 
and came back last year to finish 
fifth, is another factory which has 
come out in the open in racing. 
Snowberger has already qualified 
his mount for the 500-mile grind 
by averaging 114.326 miles an hour 
for the ten-mile trial, assuring him 


here this year, coming from the 
Miller plants at Los Angeles. Both 
are of the four-wheel drive type, 
one being entered by Harry Miller 
himself. 


DE SOTO ANNOUNCES 
THREE NEW DISTRICT 
SALES MANAGERS 


Detroit, May 24.—L. G. Peed, gen- 


|eral sales manager of the De Soto 


Motor Corporation, announces the 
appointment of three district sales 
managers, effective at once. 

Ross Williams, well known St. 
Louis automobile official and form- 
erly zone manager there for an- 
other large automobile organization, 
becomes district manager for De 
Soto in that territory. 

A. J. Schaeffer, formerly district 
manager of St. Louis, has been 


| transferred to Omaha to take charge 


of the expanding market for De Soto 
cars in that section. 

Ed. J. Barlow goes to Cincinnati 
as district manager. 

To meet the requirements of the 
expanding market for De Soto cars, 
Mr. Peed announces an expansion 
of the executive sales organization. 

Chief among the appointments 
announced by Mr. Peed are those of 





of a place near the front, if not in 
the front row. 

The two-cycle racer is the same | 
which Leon Duray brought here | 
last year. The driver claims to have | 
corrected cooling difficulties which 
forced him out early in 1931, and 
provides the subject of unusual con- 
jecture as to the possibilities of the 


noisy engine. He has spent some 
time at the Lycoming. factory, 
where engineering facilities were | 


placed at his disposal for the per- 
fection of his motor. 


Harry Mahaffey and Jack Ballard as 
assistants to the general sales man- 
ager. Mr. Mahaffey for many years 
Ras been a nationally known figure 
in the automobile business. 

Mr. Ballard was formerly director 
of districts for De Soto. Succeeding 
Mr. Ballard is Douglas Herrick. 

All appointments are effective im- 
mediately. 


IN NEW QUARTERS 


ILLINOIS TO ENFORCE 
TAXICAB LIABILITY 


Springfield, Ml, May 24.—The op- 
eration of taxicabs in Illinois cities 
of more than 5,000 population will 
be unlawful after June 1 unless each 
vehicle is covered by an insurance 
policy in the amount of $2,500 to 
pay judgments for the injury or 
death of passengers, it was an- 
nounced today by the secretary of 
state, William J. Stratton. 

The law was enacted by the 1931 
Legislature and technically became 
effective January 1, 1932, but inves- 
tigators of the secretary of state's 
office have spent the intervening 
time in advising all taxicab opera- 
tors of the law. Mr. Stratton stated 
that action will be taken against all 


who have failed to file policies by 


June 1 and they will be compelled 
to cease business. 

He said that taxicabs in approxi- 
mately 100 cities are affected by the 
new law. 


FINANCIAL NEWS 


ELECTRIC STORAGE BATTERY 

Philadelphia, May 24.—Action of 
Electric Storage Battery Company 
in declaring a quarterly dividend of 
75 cents, the same rate as declared 
three months ago, was in keeping 
with an intimation made at the 
annual meeting last month that un- 
less conditions became deplorably 
worse there was no reason to con- 
template any change in the com- 
pany’s policy in the dividend for 
the second quarter. At that time it 
was stated that business for the sec- 
ond quarter was as good if‘ not 
slightly better than in the first 
quarter. Storage Battery has no 
funded debt. 


CONTINENTAL DIAMOND 
New York, May 24.—Continental 
| Diamond Fibre Company, including 
| foreign subsidiaries, for the quarter 


Springfield, Mass., May 24.—The; ended March 31 last reports a net 


Springfield Cadillac, Inc., has moved 


loss of $162,374 after depreciation, 


V-eights of racing specifications | to its new and larger showrooms and | etc., as against a net loss of $29,624 


will make their first appearance 


—_ 


service station at 603 Columbus Ave. | in 





NONMETALLIC, highly resilient, non-! 


resonant 


member between crank- 


shaft and camshaft provides a cushioning 


and quieting effect. 
are minimized, 


throughout. 


Crankshaft vibrations 
and the engine is “softened” 


This characteristic of high resilience is of 
great importance in reducing noise ordinarily 
caused by vibration and is largely responsi- 
ble for the exceedingly long wear of the gear 


teeth. 


A gear timing 
tious, uncompr 
out the car. 


drive is a token of conscien- 
omising manufacture through- 
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GENSRAL ELECTRIC 











the first quarter of 1931. 
Current assets of March 31 last 
amounted to approximately $3,236,- 
000, of which $1,183,000 represented 
cash and marketable securities. 
Income account for the quarter 
showed loss before depreciation of 
$47,910; depreciation, $114,464; net 
loss, $162,374. 


BENDIX AVIATION 
South Bend, Ind., May 24.—Direc- | 
tors of Bendix Aviation Corporation 
voted today to omit the quarterly 
dividend for the first quarter, al- 
though the company had a net 
profit in the period after all 
charges, depreciation and taxes. 
The directors also voted to buy a 
substantial block of the corpora- 
tion’s stock in the market because of 
its present price, which they termed 
low. 
- 
STUTZ MOTOR CAR CO. 
Indianapolis, May 24.—The Stutz 
Motor Car Company of America, 
Inc., is increasing its operations from 
a five-day weekly basis to a six- 
day weekly basis, it was announced 
yesterday by E. S. Gorrell, president. 
Some departments will operate 
seven days a week, he said. New 
orders on hand make necessary the 
increased operations, ‘according to 
Mr. Gorrell. The company has been 
on a five-day weekly basis for six 
months. 
WHOLESALE PRICES | 
New York, May 24——Wholesale | 
price index of National Fertilizer | 
Association declined three fractional 
points during the week ended May 
21 to 60.6. This compares with 60.9 
on May 14, 61.9 a month ago and 
70.7 a year ago. 
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AVAILABLE 


ACCOUNTANT—EXECUTIVE, age 30, well 
educated, 10 years’ experience as junior 
executive and senior public accountant in 
charge; thoroughly experienced audits, 
systems, taxes, reports, investigations, 
office management, particularly dealer- 
ships; reasonable; locate anywhere. Box 
350 Hudson 


298, Automotive Daily News, 
8t., N. 


Y. city. 
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Barney Seeks Backers 














Chevrolet Tries a New One 


os * * 


Adcrafters 


* me 


Cleveland Color Show 


* * * 


Dimming the Lights 
S. A. E. Subjects 


* 





| Chris Sinsabaugh—Detroit Editor 


ARNEY OLDFIELD is waving Old Glory and it begins 
to look as if the veteran is going to have some one 
prominent in the automobile industry get back of him in his 
quest for the world’s straightaway record, now held by the 
Englishman Malcolm Campbell and which once was held by 
Oldfield himself. 

Barney has been wandering around here in Detroit, with 
a miniature model of his dreamed-of speed creation tucked 
under his arm and which is the brain child of Oldfield and 
the old master, Harry Miller of Los Angeles. Oldfield has 
moved on to Indianapolis, but the gossip is that he has inter- 
ested one big American manufacturer in his proposition. 

a - * 

WHETHER OR NOT he gets his backer now, Oldfield is 
all set to start in building the speed monster next month in 
anticipation of the Florida campaign next spring. The blue- 
prints call for a ear capable of six miles a minute which will 
make the Campbell record look comparatively insignificant. 
It’s streamlined to the nth degree, is to have a twenty-four- 
cylinder 5x514-inch motor capable of 3,000 h. p. at 4,000 
r. p. m., whereas the Campbell Blue Bird only has twelve 
cylinders, showing 1,500 h. p. at 4,000 r. p. m. 

* + * 

OLDFIELD points out that not since Fred Duesenberg 
sent Tommy Milton after this straightaway record some 
fifteen years ago has any American manufacturer had a 
serious try at it. Of late years England has held it. Now 
Oldfield thinks the time ripe for America to regain the 
mark. 


os * 


CHEVROLET is trying something new. It has made up 
entry in the national balloon races and the big affair which 
starts next Monday at Omaha will have among its competitors 
a bag nominated by Chevrolet. Chev is backing the Detroit 

alloon Club and is depending on the president of the club, 
Tracy W. Southworth, and the secretary, John Engle, to 
bring home the bacon, if that is what an expert balloonist 
is supposed to do. 


Pa 


#* + * 


HAVING BEEN MADE a member extraordinary of the 
Detroit Adcraft Club through the courtesy of President John 
Gaughen, I’m announcing that we Adcrafters will wind up 
our spring*lunches Friday, when the big message will be 
delivered by Roy Peed, general sales manager of De Soto. 


This time the lunch will be in General Motors Bui'ding. . 
ed * * 


BYRON FOY, president of De Soto, attended in person 
the color show at Cleveland put on by the distributor there, 
McDonough Motors. It was something new for a distributor 
to attempt anything of the sort, but the color show certainly 
did stir up business. McDonough gave ’em all the colors of 
the rainbow—thirty cars in as many different hues, which 
were displayed to advantage in the huge salesroom, 256 feet 
by 75 feet, at Carnegie and 93d. While in Cleveland Foy 
went on the air over WGAR and gave a stirring talk on what 
it means economically to support the automobile industry in 
bringing back better times. 

* 

HARKING BACK to Gov. Brucker’s call on President 
Knudsen of Chevrolet, the latter displayed with great pride 
sketches of the proposed General Motors Building which will 
be part of Chicago’s World’s Fair group. The picture 
showed searchlights at each corner of the building to rake the 
skies. 

“What are those—searchlights?” asked the governor. 

“Yes and no,” replied President Knudsen. ‘“We 
intended them to be, but now we find that government regula- 
tions will not permit it becauze we are so close to an airport. 
Guess we will have to call’em smokestacks.” 

tk * = 

THE NEW RIPPINGILLE administration in the 
Detroit Section of the Society of Automotive Engineers gets 
busy Thursday night when the closing student meeting will 
be held. H. T. Woolson of the Chrysler Corporation will 
make an address and gold medals will be awarded the winners 
of the undergraduate thesis contest, Charles Porter and 
Joseph Bujak of the University of Detroit. They will read 
the winning paper, “Graphical Determination of Stresses in 
Airplane Structural Members.” 





ok * 
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These Are the Times That Try 
Men’s Souls 


T was the troublous period of the American Revolution 
that brought forth the statement that appears at the top 
of these paragraphs. But certainly few business men would 
question the applicability of the phrase to the present anxious 
era in these United States. Never before within the memory 
of any living man have we been through a period that has 
tested the metal of men’s souls quite as searchingly as the 
present time of almost universal depression. So sudden was 
the cataclysm, so deep did the evil penetrate, so far-reaching 
have been the effects, that most of us, being just ordinary 
human beings, could do little but drift with the tide and hope. 
It_used to be said that every crisis brings the man ca- 
pable of meeting it. The Revolution brought George Wash- 
ington, stout citizen, master of his soul, refusing to yield 
to a flood of adverse circumstances. 

The Civil War brought Abraham Lincoln, a man whose 
firm soul grew with the buffeting of adversity. He was per- 
haps the one man fitted to sink personal vanity and political 
expediency for what he considered the ultimate good of the 
country. When Lincoln came up for re-election in 1864 there 
was a considerable period when he expected to be defeated, 
yet he held straight to his course and ultimate triumph. 

In this year of 1932 we shall elect a President to preside 
over the destinies of our country for four years. It is vitally 
important that we elect a man with force of character, with 
the qualities of leadership to guide us out of our difficulties. 
The politicians will do everything in their power to nominate 
men of their own kind; men who will speak obscurely, who 
will refuse to make positive statements of any kind, so that 
the politicians can read one meaning into’ what they say in 
one section and another meaning in a different part of~the 
country. If there is anything that might blast the future 
of this country it would be the election of a time-server, a 
political puppet of this type, in the present crisis. Party 
affiliations this year should mean rather less than ever before. 
The time-worn saying about “voting for the best man” has 
greater meaning in 1932 than in the past. 

Heaven forbid that this trade newspaper should enter 
into political discussion, but if there is one industry that is 
interested in the political developments of 1932 it is the busi- 
ness of building motor vehicles. This industry has been 
cruelly singled out for class taxation of a most uneconomic 
type. Every one of us in this automotive business is vitally 
interested in seeing that the make-up of our next national 
governing body assures some sane and sensible solution of 
the grave problem of taxation. 








‘Growth 


IN an article in a recent Saturday Evening Post Charles 

F. Kettering, vice-president in charge of experimental 
work for General Motors, has some extremely interesting 
comments on life and progress. 

“Growth is the gist of life,” says Mr. Kettering, “and 
evolution functions in business as in biology. New standards 
evolve and new human needs, new products, new jobs, just 
the same as new living forms do; for all are part of the same 
process. That the world should be finished in any realm is 
entirely unthinkable.” 

Then later Kettering remarks: “Though from one point 
of view we have reached a fairly advanced stage of civiliza- 
tion, from another we are still barbaric. I don’t believe that 
we are going to close the book with other products any more 
than with the automobile, because I don’t believe that life 
is that way.” 

In one respect at any rate the automotive industry has 
proved itself worthy of survival under the terms of Mr. Ket- 
tering’s statement. During the difficult time which we have 
been going through our industry has not stagnated. It has 
spent more money on development work than when times 
were prosperous, 


| taught. 
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In This Corner.... 


Opinions, suggestions, complaints, criticisms, grievances or what 
have you. Open to every one to say anything, anyhow, any time. The 
communications printed in this department represent the ideas and 
opinions of our readers. They are not necessarily ours. If you have 
something to say en any phase of automotive activity, wholesale, retail 
or abusive, let us hear from you and we will tell the world. 


How Can We Settle 
Trade-In Disputes? 


Let me tell you some of them. 
He first showed me the car itself 
—standing off a bit, and then be- 


Automotive Daily News: Your 
Salesman’s Page is not only an en- 
terprising move on your part, but 
a veritable godsend to the young 


fore. 


gan his talk. Surely sales condi- 
tions have changed, for I had point- 


and ambitious salesman .who is just |ed out to me first the tapered door 


coming into the business. To me 
many of the articles and experi- 
ences appearing every day can be 
used by sales managers to good ad- 
vantage at the morning sales meet- 
ings. 


out loud, and then comments can 
be made accordingly. 

Sales conditions are changing. 
The old-timer is passing out of the 
picture. The 1932 sales styles are 
vastly different in their presenta- 
tions than formerly, and so the 
youngster who is taking the place of 
the old sales horses can use your 
page as a sales course. Let’s hope 
the page keeps going, and that 
more contributions come to your 
desk to be blue penciled here and 








The sales manager should | 
have the various experiences read | 


there, and then set up for the bene-; 


fit of those who will have to carry 
the sales burdens and messages 
from now on. 

For a moment let’s look at what 
the youngster is up against. True, 
he hasn’t yet gotten the old gossip 
stuff which characterized the sales- 
man of a few years ago, and maybe 
it is true that the sales of today 
are as tough as some would make 
them out to be. Perhaps, there is 
a new influence affecting registra- 
tions, but it seems to me that the 
youngster, with his enthusiasm and 
natural smiles, somehow discounts 
the old studied and forced smiles of 
the old timers, is going to hit the 
ball after all. Let’s hope so; but 
for the moment, let’s see what the 
youngster has to contend with. 

The other day I stopped in to see 
a dealer about his service conditions, 
my pet hobby. I opened the door to 
the salesroom and hardly got my 
foot inside the salesroom when a 


good looking, well dressed and smil- | 


ing youngster stopped ail my 


handles. en followed “chrome 
plated bonnet louver doors” and a 
“reflecto tail lamp,” “non-corrosive 
copper radiator,” “shatterproof 
glass,” “lateral spring cushions” 
and “posture contoured seat backs,” 
“pull-to cords on all doors,” “tapered 
assist pulls,” “modernistic radiator 
ornament” and then began on a list 
of things which, if I had not been 
able to associate them with certain 
parts I would have thought he was 
giving me a lesson in Greek or 


Sanskrit. Here they are as I re- 
member them: 
Duoflow oiling system, rubber 


floated exhaust system, pre-stretched 
silent steel brake cables, telltale oil 
and generator safety contact sig- 
nals, diagonal truss frame, anti- 
backfire device, anti-flood choke, 
labyrinthian oil cooling system, oil 
sealed fan, radio aerials, ride con- 
trols and torsional neutralizer. 

Neutratone mufflers, non-reflect- 
ing windshield, felt lined tool com- 
partment, stainless steel jacketed 
wire wheel spokes, etc. In fact, he 
showed me everything that had a 
new name and yet did not show me 
the things which I might be inter- 
ested in. The boy knew the stuff. 
It was all 1932 talk 100 per cent. 

At my shoulder there hovered one 
of the old timers. He wore a rather 
sardonic smile on his face, 
when the boy stopped for breath the 
old timer asked if he could show 
me the motor and the things which 
had improved the motor. I replied 
that I had business with the boss, 
and so got away. 

During my talk with the boss I 


| intimated that I certainly had had 


| mission 


| 
| 


thoughts and actions by grabbing | 


my coat cleeve and saying, 
show you the new sport roadster. 
Just came in, Just got it on the 
floor. Just the thing you need and 
it’s a dandy.” And rushing me over 
to the sparkling new car- he added, 
“There, isn’t that just the thing you 
need?” He didn’t pay any attention 
to the formidable portfolio I was 
carrying, and any look of non-inter- 
est which might have appeared on 
my face made no impression on him. 

I was honestly impressed with his 
enthusiasm—in fact it was one of 
the two or three times in my life, 
a la Chris Sinsabaugh, that I have 
actually been asked to step up and 
look at a car. His enthusiasm really 
deserved my attention and the other 
thing that impressed me was that 
here was a man who had actually 
learned the first principle of sales- 
room selling—that of ‘when a man 
comes in the front door he comes 
in because he is interested and 
grab him at once.’ I imagined that 
this youngster’s sales manager had 
taught his lesson as it should be 
Another thing that im- 
pressed me was that the boy had 
not yet learned the old timers’ 
method of sizing up a prospect which 
after all was good in the past but 
not much good today. The boy’s 
main thought appeared to be “Well 
this is my day on the floor and the 
world’s my oyster because I get all 
those who come in today.” 

Now, here is another interesting 
point. He didn’t ask me what kind 
of a “bus” I was driving. No, sir! He 
took me up to the car that interested 
him, and, therefore, it should in- 
terest me. It was good stuff, but 
here is the big point of my story. 
He started in, and gave me a sales 
talk such as I have never heard 
before. It was so good that I let 
him ramble on, for it was new. He 
had adjectives and nouns and names 
of things I had never heard of be- 


“Let me | # 


a schooling in the new 1932 auto- 
mobile sales talk, and I asked per- 
to try an_ experiment. 
“What's that?” asked the boss. 
“Well’ I said, “I would like to bor- 
row one of your salesmen’s badges 
nd go out on your sales floor and 
try to get the same stuff across to 
some possible car buyer.” “Go 
ahead,” he said, handing me a sales 
badge. I got out on the floor just 
as a heavy set man about 45 er- 
tered. With him was a woman 
about the same age, evidently his 
wife. 

I walked up with the customary 
“Good morning” and received an ac- 
knowledgment an dthen gave my 
name, which he exchanged for his. 
His name was Skolenski. I sized the 
two up as being interested in a 
sedan. I was right, and then I got 
busy with the borrowed talk. I 
showed him the tapered door han- 
dies and the tapered assist cords 
and the silk rope door pull-to cords 
and then the slanting windshield. 
He followed me easily. I felt I was 
making actual progress. Then I 
had him bend down and look at 
where I thought the labyrinthian 
oil system was located and then 
showed him where the radio aerials 
came in. Told him about the duo- 
flow oiling system and the rubber 
floated exhaust lines. Gave him a 
fast talk on the anti-back firing de- 
vice and the anti-flooding mechan- 
ism and the diagonal truss frame, 
glancing at him now and then to see 
how much he was getting. He ap- 
peared dazed, but looked like a man 
ready for more, so I added, “And 
now Mr. Skolenski I want to show 
you the torsional neutralizer and 
the trussed frame and also the pos- 
ture contoured seat backs and the 
lateral spring seats and the signals 
for the generator and the oil lines.” 
He bobbed his head here and there, 
and I went on turning suddenly to 
note with some apprehension that 
his eyes were getting glassy. It re- 
minded me of the time Tunney 
gave Dempsey the final crack, and 
then I shot home the last one and 


” 
wv 





said, “Here, Mr. Skolenski, is one 
thing I forgot, and that is the are 
slide door pockets.” And then I 
turned around to note that he had 
just about passed out. The count 
of ten was on him, but to m 
amazement he revived and smile 
at me in a weak sort of a way just 
as if he was apologizing and said in 
his broken English, “Vell, Mister, 
‘ow mooch do I get it for the old 
car?” 

I must confess I staggered a bit. 
Reached back for some mental, 
moral or physical support and got it 
in the shape of a curt and rather 
trite remark from the old-timer. He 
simply nodded his head and said 
calmly, “Well, they will do that every 
|time.” TI nodded and said, “I guess 
| you are right.” 
| I think there is a moral to this 
story. We know the man who comes 
in the store is interested. But what 
is he interested in? Why his old 
car, of course. You needn't try to 
sell the features of a car to a man 


today. He knows them. He has 
read the advertisements and the 
catalogues, He has been to the 


shows and he knows just what every 
car has got, but the thing he wants 
to know most of all is, “How much 
|for the old car?” 

How are we going to beat that. 
How are we going to save time and 
energy needed to talk about the new 
names of things on a car when the 
man we are talking to is only anx- 
ious to know if you want to buy his 
old car, and how much you will give 
for it, as compared with the man 
across the street. That's the point 
in the business today. 

Should we greet Mr. Jefferson or 
Tony Skolenski at the front door, 
and in our loudest voice yell 
at him, “I'll give you _ $285,” 
or’ what? And then after that 
has been settled and just as 
the new buyer starts home with 
the car start showing him the hid- 
den values incorporated here and 
there and everywhere. Show him 
everything from the modernistic ra- 
diator ornament to the new-fangled 
tail lamp. 

I might sign myself as Anxious 
Reader and ask for experiences from 
salesmen as to how they cope with 








and|the above situations as they occur 


daily. Perhaps some one who has 
made sales in the last sixty or ninety 
days can tell the rest of the men 
who will read these pages how it’s 
done. Who will be the Moses to 
lead the rest of the sales crowd out 
of the position we are in this year? 
I am sure A. D. N. will welcome con- 
tributions from all over the country, 
Let each man tell his own story. 
E. M. LUBECK, 
Dealers’ Service Bureau, 
Bloomfield Hills, Mich, 


HOLD BRAKE SESSION 

Jersey City, N. J.. May 24.—The 
Hudson County Garage and Gaso- 
line Dealers’ Association saw talking 
pictures on brake work at which 
time a brake expert answered ques- 
tions. The association brought the 
matter of gasoline taxes before the 
members as well as other legislative 
matters. 


COMING EVENTS 





MAY 
Radio 


23-28—Chicago, Il. Manufacturers 


Association, meeting, Hotel Sher- 
man. 
JUNE 

Paris, France.—international Aute- 
mobile Manufacturers Aseociatien. 
sixth annual Motor Transport 
Congress. 

1- 3—Tulsa, Okla. American Petroleum 
Institute, mid-year meeting, Mayo 
Hotel. 


8-11—State College, Pa. American 6o0- 
ciety of Mechanica! Engineers, Na- 
tional Oil and Gas Meeting. 

12-17—White Sulphur Springs, W. Wa. 
Society of Automotive Engineers, 
summer meeting. 

20-24—Chicago, Ul. Motor and Equipment 
Wholesalers Association, Edgewater 
Beach Hotel, summer conference. 

20-24—Atlantic City, N. J. American Ba- 
ciety for Testing Materials, annual 
meeting, Chalfonte-Haddon Hall, 


JULY 


3—France. Grand Prix Automobile 
Race. 

5- 9—Southampton, 
cial Car Show. 


9-10—Belgium. Grand Prix Automobile 


England. Commer- 


Race 
17—Germany. Grand Prix Automobile 
Race. 
20-22—Liandrindod, Wales. Commercial 
Car Show. 


OCTOBER 

3- 7—Washington, D. C. Nationa! Safety 
Council, meeting. 

3- 7—Buffalc, N. Y. National Metal Bx- 
position, 174th Regiment Armory. 
W. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director. 

3- 7—Buffalo, N. ¥. Metal 
Congress. Sponsored by Americen 
Society for Stee] Treating, with eo- 
operation of American Society of 
Mechanical Engineers, Institute of 
Metals and Iron and Steel Divisions 
ot American Institute of Mining 
and Metallurgical Engineers, Ameri- 
can Welding Society, Wire Associa- 


tion. 
13-22—London, England. Olympia Show. 


National 
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EASTERN 
AUTOMOTIVE 
PARTS } 
TERMINAL twe } 


In the heart of the At the mouth of the 
Metropolitan Area Vehicular Tunnel 


The Eastern Automotive Parts Terminal is advantagcously located for economical warehousing and 
efficient distribution of products to the Metropolitan District—and the entire Eastern Territory. 


One Hundred and Thirty-six motor trucks operate on dependable schedules and are routed to cover this entire territory 


EASTERN AUTOMOTIVE PARTS TERMINAL, INC. 


ON THE LACKAWANNA RAILROAD 
629 GROVE STREET, JERSEY CITY, N. J. Phone, RE ctor 2-2345 
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New Lubricating Method 
For Spring Shackle 





4 new method of lubrication en 

a threaded U-type spring shackle! ©Y¢ and the other in the frame | 
, i as hanger-hole, spacer gauges being} 

has been introduced by Pressed | sed to maintain clearance. The 
Metals cf America, Inc. | bushings are then screwed on to the 
The new shackle consists of only projecting legs of the U-member. 
two different parts—the U-member/} Then they are revolved by either a 
and two interchangeable sleeves.|hand-driven or a power-driven stan- 
Installation is greatly simplified.| dard socket wrench. Since the lead 
and the number of parts necessary | of both the inside and the outside 
for a dealer to stock is reduced. threads on the sleeve is the same, 
The method of lubrication is made | the sleeve is drawn into the hanger, 
possible by the construction of the | or spring-eye, advancing at equal 
sleeve They are closed at their) speed on both inside and outside 


outer ends, except for a lubrication 
nipple. Lubricant forced in at this 
point must travel in a whirling mo- 
tion with the threads the full width 
of the spring in order to escape at 
the open end of the sleeve. In 
esceping it flushes out grit and road | 
dirt During operation between} 
greasings the grease travels by cap- 
illary action toward the open end, 
preventing dirt from entering. A 
space at the closed end of the sleeve 
acts as a reservoir for lubricant. 
The threads of the shackle serve 
as baffles retarding the movement 
of the lubricant, so that it is re- 
tained for a much longer time than 
in other types of shackles. The “ a 
pl is of couhiinves design, sim- | tween the*two parallel legs to en-| 
ilar to a front wheel axle spindle.|#ble it to align the parts that it 
It consists of a U-member with connects should there be inaccura- 
threaded, paralleled legs, and two|Cles In alignment of these parts. 
interchangeable case-hardened steel | The carrying capacity of the/ 
sleeve members, threaded to engage | U-member is a matter of design. A 
the legs of the U-member. The U- t4-inch diameter U-member for cars 
member is forged from alloy steel|of dead weight up to 3,500 pounds 
and heat-treated. The sleeves have | has a safety factor of 8. The bolt, 
exterior threads of flat angle, which being cushioned by the spring, is 

locking tapers to hold the | not subjected to vibrations. The 


threads. The outside threads are 
file-hard cut threads in the spring- 
eye, and form a non-slip contact. 

When the hexagon shoulders of 
the sleeve come in contact with the 
outer side.of the hanger, or spring- 
-ye, all parts are in correct relation 
and adjustment and are securely 
| locked. The U-member replaces the 
side link and the spring bolts. 
| The threads, in addition to carry- 
ling vertical loads, provide lateral 
| thrust surfaces, which eliminate ad- 
justments for side play. Their hard- 
|ened surfaces provide generous con- 
|}tact areas. 

The U-member is flattened be-| 


act as ¢ ; me. 
sleeves securely in the spring-eye | load carrying requirements are very 
and the frame hanger into which) light, so that the U-member re- 


they are screwed |quired for even the heaviest car is 
In assembling, one leg of the| relatively small. 


-_ — 


AERO CUSHION BALLOONS 


| who is the new chairman; W. S. 
|Howard of the White company, 


| vice-president; T. R. Stenberg of 


t 


rl 


U-member is inserted in the spring- | 


| heavy duty. 


Production -- Engineering - - Factory 


NORTHWEST S. A. E. 
— 


Seattle, Wash., May 24.—The final | 
meeting of the year of the Society | 
of Automotive Engineers, Northwest | 
section, at the New Washington 
Hotel, was the “motor boat meet- | 
ing.” 

Election of officers for the coming | 
year took place. Charles C. Finn | 
was elected chairman, succeeding 
lc. H. Bolin, who served capably the 





and A. W. Oberg 


past year. Sherman Busshnell was PPT tik: JHA i 
elected vice-chairman, James H. ey I 
| Frink secretary tt 

of 3 


2 


treasurer. | 

Meetings are to‘resume next Sep- 
tember, although plans are under 
way for’a big joint session with the 
Oregon section at Vancouver, B. C., 
during June. This is getting to be 
/an annual midsummer meeting for 
|the Northwest group. 

At the Friday meeting _George | 
Draper, marine engineer with Pa- | 
cific Marine Supply Company, Se- 
attle, gave a talk on “Relation of | 
Power to Boat.” This covered the | 
entire range from small outboard | 
to large commercial ships, for both 
gas and Diesel engines. ‘Relation 
of weight to power and the fact 
that there is a type of engine for 
every class of boat. He stated there 
were 6,000 fishing boats in these 
waters and 4,000 trollers, making a 
big market. 

“Fundamentals of Marine Engine 
Construction” was the topic pre- 


sented by J. L. Patton, manager of | ; 
Seattle Marine Equipment Com- advantages, Among these are an 


; (ahi ) sii ; 
pany. He went into minute details | r= ey —_ aoa ae nae wie, 
regarding engine construction for | POSUVe Spl = an mm © te 
marine purposes, comparing every oS aoe Pee 


| Slip clutch, 
point with automobile engines. Con- | definitely fixing the size of step in 
versions, when rightly made and 


moving the slide wire contact, in- 
when the engine is a good one and | erchangeable case for universal 
not junk, were declared to be satis- | Mounting, mechanism swings out of 
factory in some cases, but not for | C@#S¢ for easy inspection without in- 


A new indicating potentiometer of 
| the self-balancing type is the latest 
addition to the potentiometer line 


of the Brown Instrument Company, 
Philadelphia, Pa. 

This self-balancing factor is an 
important feature in potentiometer 
design. Aside from this main de- 
sign feature, the new Brown indi- 
cating potentiometer offers other 
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Self-Balancing Indicating 
Potentiometer 


i} 


| terference with operation, mercury- 
in-glass switches in control models, 
automatic thermal equalization be- 
tween cold junction terminals and 
compensation coil and many other 
construction and operating  ad- 
vantages of interest and value to 
potentiometer users. 

A notable feature is the big scale 
with large figures, calibration marks 
and pointer; making accurate read- 
ing easy at a considerable distance. 
As a pyro-meter, this instrument 
can be supplied for any range from 
0 to 100° F. up to 0 to 3.000° F., or 
for almost any span between these 
ranges. Models for automatically 
controlling xs well as_ indicating 
temperatures can be furnished where 
} specified. 











| 
The third and final talk was by | 
Glenn Shaw, motor boat race driver | 
and machine shop operator, who | 
has had wide experience in conver- 
sions for racing purposes. His sub- | 
ject, “Power Plant Conversion for | 
Racing.” Trial and error method 
were used to develop his powc 
plants, which have set up some goc 


FORD POWER 
TAKE-OFF 


The E,. Edelmann Company has)! 
just perfected the model “A” Ford 
power take-off which quickly at- 
taches to either of the rear wheels | 
of the model “A” Ford car and/| 
which immediately makes available | 
the full power of the Ford engine | 
for driving machinery of any kind. 

The power take-off is installed by | 





| the Firestone Tire and Rubber Com- 
pany, treasurer, and W. G. Piwonka 
of the Cleveland Railway Company, 
secretary. The May meeting was 
held at Akron, where James W. 
Shade, director of research of the 
B. F. Goodrich Company, spoke on 
“New Applications of Rubber from 
a Research Standpoint”; W. S. 
Brink, development engineer of the 
Firestone Steel Products Company 
on rim development, and Rhys D. 
Evans, research physicist of the 
Goodyear Tire and Rubber Com- 
pany on the new super-balloon tire 


DUBLCHEK VALVE CAPS 
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The Indian Tire and Rubber Com- 
pany is just releasing to its dealers 
a@ new tire known as the Aero Cush- 


ion Balloon. This is made in one 
size only—7.50 by 15—and is de- 
signed for use on all lighter cars, 


OFFICERS INSTALLED 
BY CLEVELAND S. A. E. 


Cleveland, May 24.—New officers 
of the Cleveland section, Society of 
Automotive Engineers, installed at 
the recent May meeting, include 
T. W. Kemble, consulting engineer, 





A. Schrader’s Sons, Inc., is put- 
ting on the market a new vaive cap, 
known as the Dublchek. This is 
described as an airtight and per- 
manent type of cap for tire valves. 
There is no need to remove and 
reapply the valve cap to service the 





using the regular rim wrench sup- 
plied with the Ford car. The instal- 
lation consists of nothing more than 
the removal of three of the Ford 
wheel nuts, the insertion, in their 


Manufactur- 
ing Company is placing on the mar- 
ket its new clutch rebuilder, which 


The Accurate Parts 


? N ew Clutch | 


place, of three studs that are fur- 
nished with the power take-off pul- 
ley on the three studs, after which 
the three Ford wheel nuts are re- 
placed. " 

When the pulley has been put in 
place, the rear wheel is jacked up 
and a belt is attached from the 
power take-off pulley to the ma- 
chinery to be driven. 

There is no need to dismantle the 
car to operate the power take-off. 
It can be attached or taken off in 
five minutes. 

Since the three speeds of a model 
“A” Ford transmission are available, 
any type of machine, such as a corn 
husker, portable saw, threshing ma- 
chine, cream separator, grinder, etc., 
can be immediately powered by sim- 
ply backing the Ford to the ma- 


chine, jacking up either rear wheel | 


and running belt from the power 
take-off to the machine. 

The power take-off weights 11 
pounds. The pulley is 5 inches wide 
by 8 inches in diameter and will take | 
a belt 5 inches wide. 





has been developed to enable the 
parts jobber to completely rebuild, 
accurately adjust and permanently 
seal any and all types of clutch 
cover plate assemblies. 

| Any clutch cover plate assembly 
|in need of repair can be disassem- 
bled on the accurate clutch re- 
builder in about five minutes, it is 
claimed. Then all the parts can be 
examined for wear, and the source 
of the trouble immediately ascer- 
tained. A scored, warped or worn 
pressure plate is replaced with a 
new, smooth, concentrically ground, 
| balanced pressure plate. Old, weak 
| Clutch springs, which have lost their 
energy, and consequently cannot ex- 


HO 


Rebuilder 





|}ert proper pressure, are discarded 
and a complete new set of balanced 
springs, which exert uniform pres- 
sure, are put in their place. Other 
essential parts are likewise replaced 
when necessary. 

After all the parts are reassem- 
bled, the clutch release levers (or 
fingers) are adjusted on the Accu- 
rate rebuilder to within thousandths 
of an inch, and their pressure to 
within an ounce. The simplicity 
of the Accurate clutch rebuilder 
makes these precision adjustments 
absolutely foolproof, it is stated. Fi- 
nally the adjusting nuts are locked, 
thus permanently sealing the com- 
plete cover plate assembly so that 
it must stay exactly right. The 
clutch assembly is then all set and 
ready to be installed in the fly- 
wheel. . 








FARVAL ACQUIRES 
SALES RIGHTS 


land, O., has recently acquired the 
manufacturing and sales rights of 





tire. Testing for pressure and in- 
flating is done right through the 
cap. It is claimed also to ex- 


clude dirt and dust, 


the Farval centralized system of 
lubrication. This equipment was 
formerly -manufactured by Lubri- 
cation Devices, Inc., Battle Creek, 





Mich. The officials of the com- 
pany include Howard Dingle, presi- 
dent; W. W. Clark, vice-president; 
H. C. Robinson, treasurer; A. C. 
Blair, secretary. 

A. J. Jennings, formerly vice-prés- 
ident of Lubrication Devices, Intc., 
is general sales manager of the Far- 
val Corporation, The genéral sales 
and manufacturing facilities for the 


Farval lubrication: system are - now 
located at the Clevelond, O., address. 














This department is devoted to the interests of the retail sales divi- 


sion of the industry. 


Salesmen, this is your department. Automotive 


Daily News wants you to get sémething from this department that will 


help you in your work on the firing line. 


It wants you to pass on 


your own experiences, successes, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 


let as get it ready for publication. 


Your achievement or your mistake 


may help another salesman to make sales or avoid errors that cost 


you commissions. 
Dealers read this page. 


Give us the benefit of your reactions en 


these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 














of the 


(ne fundamental factors that 
manis success as a salesman in the automobile business 
his ‘¥ésourcefulness in getting prospects. 


URCES OF LEADS, PROSPECTS 


is 
The man who puts 


all his faith in lining up customers on the showroom floor 


is never going to be much of a joy to his boss. 
salesman who goes out and “digs up” prospects who is going 


It is the 


to make a good record and incidentally a good income. 


mobile Salesmanship, a _ valuable 
seriés of books compiled by the La 
Salle Extension University with the 
co-operation of the Chrysler Sales 
Corporation, a very instructive sec- 
tion is devoted to this problem of 
lining up prospects. With the kind 
permission of the Chrysler organi- 
zation, we are permitted to quote 
from this volume the outline of the 
suggestions offered for getting Téads 
and prospects, as follows: 

In considering these sources, it 
will be well to bear in mind that the 
name of the prospect is by no means 
all that you are after. You also will 
want to get hold of any supplemen- 
tary information available. Such 
information includes: 

What type of car does he want? 

What is the make, body type, age, 
condition and approximate value of 
his present car? 

In what ways has his present car 
failed to give him _ satisfactory 
service? 

What are his occupation and ap- 
proximate income? 

Is he married or single? Has he 
children or dependents? How many 
and what are their approximate 
ages? 

Does he rent or own his home, 
what sort is it, and in what section 
of the city is it located? 

What are his personal 
and hobbies? 

In what social circles are his wife 
and family most active? 

In the light of the information se- 
cured along the above lines, what is 
he likely to need and want most in 
a new car: Pride of ownership, gain 
and economy, protection and safe- 
ty, comfort and convenience, or a 
means of satisfying affection? 

All such preapproach information 
is invaluable in qualifying your pros- 
pect as to whether he is interested 
in a: ¢értain model, a certain price 
class; and a certain group of the 
buying values which appeal to his 
dommant buying motives. 

The idea that a man is not 
a salesman, but if he is ambitious 
is also his own sales-promotion 
manager and sales manager, is a 
first-rate one to be adopted by any 
salesman who is determined to 
make an outstanding success of sell- 
ing automobiles. 

As sales-promotion manager, the 
salesman digs up his own leads, he 
qualifies his own “suspects” and 
prospects, and he plans his own 
mode of campaign on approaching 
each classification of leads and 
“tips.” That's where he does his 
real creative and productive work. 

After that, responsibility goes the 
full limit when, as his own sales 
manager, the salesman sets his own 
quota! 

A certain method, followed by a 
number of prosperous, successful 
salesmen, has worked out so well in 
practice that we believe you'll be 
interested in a very brief description 
of it. 

In setting their quotas, these men 
decide what income will be neces- 
Sary, over a period of a year, to 
maintain a standard of living ac- 
ceptable, or desirable, to meet their 
individual circumstances. 

It tis an easy matter for an ex- 
perienced salesman to figure out, on 
the ‘basis of his past sales, what his 
average commission has been on 
each car sold. Then, dividing the 
desiyed yearly. imcome by the aver- 

«f brie 


interests 


just 








In the course on Specialized Auto- ¢ 


age commission per car sold, he 


knows how many cars he must sell ; 


to attain such an income. To obtain 
the average monthly, 
quota of cars which you must sell, 
you then divide the number of cars 
to be sold by 12, or by 52. 

In your capacity as your own 
sales manager, it is then up to you 
to reach this quota each week and | 
each month! 


SUPREME COURT 
HANDS DOWN TWO 
TRUCK DECISIONS 


(Continued from Page 1) 


riers had contenced that the limi- | 
tation of the weight of the load to| 


7,000 pounds bears no reasonable 
relation to highway safety and pro- 
tection and did not accord with 
sound engineering opinion. They 


urged that a liniitation in the statute | 


applicable to all motor vehicles of 
a gross weight of 600 pounds “per 
inch width of tire upon any wheel 


concentrated upon the surface of | 


the highway” is sufficient. 


To this contention the court re- | 


make scientific 


of 


sponded that, “to 
precision a criterion 


government and wholly beyond the 


protection which the general clause | 


of the Fourteenth Amendment was 
intended to secure.” There is no 


constitutional objection to permit- | 


ting the state to exercise its discre- 
tion in fixing a net load limit, it 
was held. 

Referring to the exception to the 


load weight limit in favor of trucks | 


carrying to and from common car- 
rier points, Chief Justice Hughes 
noted that it was contended that 
the exception was designed to favor 
transportation by railroad as against 
transportation by motor trucks. If 
this was the motive of the Legisla- 
ture, it does not follow, 
in the opinion, “that the classifica- 


tion as made in this case would be} 


invalid. 

“The state has a vital interest in 
the appropriate utilization of the 
railroads which serve its people, as 
well as in the proper maintenance 


of its highways as safe and con-| 


venient facilities. Its people make 
railroad transportation possible by 
the payment of _ transportation 
charges. 
state 


is powerless to protect its 


highways from being subjected to| 


excessive burdens when other means 
of transportation are available.” 

It was contended 
imposed by the Kansas law 


the public service commission pow- 
ers that it may 
common carriers. The court refused 
to sustain any of these contentions. 

The tax is not invalid, the court 


ruled, because it exempted from the | 


tax those operating only in cities 
and villages: Under the statute, 
private carriers operating within 
twenty-five miles of a city or town 
are exempt. 
sustained. 


determine any | 


or weekly, | 


NL 


constitu- 
tional power would be to subject the | 
state. to an intolerable supervision | 
hostile to the basic principles of our | 


enforce reasonable 


it is stated | #2Nd buses operating either as com- 


{mon carriers or 


It cannot be said that the | 





that the tax4 Bigg 
is in- | gif 
| valid, that the requirement that it Z 
obtain an insurance policy cannot ! 
be enforced, and that the law gave | 








exercise only over | }!'|}{/!! 





That provision was also | 
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COME NOT ONLY FROM FLOOR PROSPECTS BUT 
FROM ALL THESE OTHER SOURCES ALSO 





THE CHRYSLER CORPORATION'S graphic presentation of sources of leads and prospects. 
tration comes from the corporation’s specialized automobile sales course, 


J.C. OF C. SEEKS 
U. §. REGULATION OF 


TRUCKS AND BUSES 


(Continued from Page 1) 


| control is deemed to be the Inter- 
‘sins Commerce Commission. 
“Truck and bus operation is ex- 


periencing the same disorder and | 
loss which was formerly common in 
No business need 


railroad affairs. 
fear reasonable regulation. With} 
the multiplying highway transpor- 
tation, these enterprises will be 
forced into ruthless rate wars, dis- 


| astrous to the corporations and to} : 
production 


those persons financially interested 


in them. 


“With the threat of catastrophe 
always present, some public author- | 


business in the long run.” 
There are at the present time two 


bills of import similar to the New 
Jersey plan 
One is the Couzens bill in the Sen- 
ate and the other 
sored in the House by Representa- 


pending in Congress. 
has been spon- 


tive Parker. The New Jersey meas- 


ure assimilates certain features of 
each of these bills, 
original provisions. | 

By the terms of the New Jersey 
| bill the Interstate Commerce Com- | 
to | 
trucks | 


besides adding 


given power 
rates on 


mission would be 


charter carriers. 
The commission 
power to license such vehicles at a 


cost of $5 for each truck or bus 
operated and would require reports 
from operating companies and the 
establishment of a uniform system 


of accounts. 

Powers wide enough for 
ough 
hictes 
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| of passengers in buses. 


ity over interstate buses and trucks | PT oaches the 600-car production at- 


probably will be the salvation of the | t 


| catch up with orders on the eight- | Inc., 





also would have 


a thor- 
ederal control] of motor ve- 
oO be affected would be con- 
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This illus- 
which is used by its men on 
the retail firing line 


| ferred on the commission by the | Slow production of motors is caus- 


plan. The Federal body would have |ing the delay. The V-8 model was 
authority to conduct investigations |a last-minute addition, after all the 
either after complaints from others! tooling had been done for a four- 
or upon its own initiative. Regula-| cylinder car, and in consequence 
tions would be created as to pickup} production has been delayed. 
and delivery points, qualifications} Two night shifts are in full swing, 
and maximum working hours for} with Saturday work in some depart- 
employees specified, the safety of|ments assisting where needed. The 
operations and equipment would be! assembly line operates only during 
supervised, as well as the comfort |the day shift. Men are being hired 
| daily, and the operating force now 
$100 to! exceeds 4,000 persons. 


of | 
| RICHMOND DEALERS HOLD 


FORD OUTPUT 480 | MARKET REPORT MEETING 


CARS DAILY IN N. J. | 


Edgewater, N. J., May 24.—The 
schedule of the Ford | 
Motor Company assembly plant in| 
Edgewater has been increased to 
480 cars per day, which closely ap- 


from 
violations 


Penalties ranging 
| $5,009 are provided for 
the proposed act. 


Richmond, Va., May 24 (UTPS).— 
| Automobile dealers from Richmond 
}and the surrounding territory at- 
tended a banquet and _ business 
meeting last week at the William 
Byrd Hotel, held by the National 
| Used Car Market Reports, Inc., of 
Chicago. 

The meeting was addressed by W. 
E. Burroughs, district manager for 
National Used Car Market Reports, 
and W. J. Loth, Jr., district 
representative. 


tained shortly after the new plant | 
went into operation. 
It will take about three months to 


cylinder machines, it is understood. 















| In AKRON its 


THE MAYFLOWER 


C. J. FITZPATRICK. Manager 
450 ROOMS - 450 BATHS 
4-Station Radio Speaker in Every Room 


All DeWitt O 
of t 


feature 
Unusually Comfortable Rooms, 
Rates Starting at $2.50 
and the 
Finest Food in their Respective Cities 
wv 
In CLEVELAND its 
f THE HOLLENDEN 
} ELMER HOGREN, Manager 
1050 ROOMS . 1050 BATHS 
4-Station Radio Speaker in Every Room 
| In COLUMBUS its 
| THE NEIL HOUSE 
| TOM A. SABREY, Manager 
655 ROOMS - 655 BATHS 


ated Hotels are in the Heart 
eir Respective Cities 
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Angles on Space Buying 


Circulation vs. Readers Able to Buy 


By Leonard Gessner 


Secretary and Space Buyer, Fitzgerald Advertising Agency, Inc. 


THINK space buying and 
[ space selling are on the up. 

Only a short time ago, there 
seemed to be but one solicitation 


from representatives—and one 
deciding factor for purchasers! 
A. B. C. statements, red pencilled 
in certain places to emphasize 
one publication’s strength and its 
competitor's weakness. And then 
the circulation figures, always 
with the last month’s unofficial 
figures showing the marked re- 
versal “that has just taken place, 
because ... ” and so far into 
the night. 


Of course I am interested in 
circulation, but only as an indi- 
cation of my potential audience. 
I'm much more interested in 
readers, and, more particularly, 
in readers who are able to buy 
the merchandise I have for sale. 


Naturally, we want to put our 


client’s wares on display in the 
market place, and linage figures 
are valuable guides. But they do 
not tell the whole story, for retail 
advertisers (in newspapers) and 
direct-by-mail advertisers (in 
newspapers and magazines) are 
not making their decisions on the 
basis of sales per inch of adver- 
tising space, but on sales per dol- 
lar expended. 

If a publication can offer thor. 
ough readership by a substantial 
part of its market, and show me 
that these people can and do buy 
the type of merchandise my 
client has for sale, then I am in- 
terested, even though the price 
be higher—on a milline or page 
per thousand basis—than I would 
pay for “undisputed circulation 
leadership and advertising lin- 
age dominance.” 
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EALERS WITH MONEY 


lications as Mr. Gessner does. 








Those who read Automotive Daily News are men in 
authority with the power to direct purchases. Whether 
they are factory officials, dealers, distributors, or job- 
bers, they value this publication to such an extent that 
they pay $12 per year to get it. It is cheap at $12 per 
year because it provides editorial service unmatched 
by any publication in the field. First with factory 
news, registrations of cars and trucks, personal news, 
dealers’ news, articles for dealers and their salesmen, 
announcements of machines, factory equipment, shop 
equipment, etc. 


Mr. Gessner is interested in readers able to buy, which 


is exactly the sort of readers who pay $12 per year for 







Automotive Daily News. Every space buyer, sales 


manager and advertising manager should value pub- 


Automotive Baily News 


H. A. TARANTOUS, Bus. Mer., 350 HUDSON STREET, N. Y. C. 


DETROIT OFFICE: Geo. M. Slocum, Manager 
Fisher Building, Detroit, Mich. 


WESTERN OFFICE: Willard R. Cotton, Manager 
333 No. Michigan Ave., Chicago, ll, 












